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Resolution   Calling  Committee  of   17 
into  existence 


Call  for  Co -Operative  Marketing  Conference 

HOTEL   LA  SALLE,    CHICAGO,    ILLINOIS. 
July  23rd  and  24th,   1920 

The  American  Farm  Bureau  Federation  issued  a  call  for  a  confer- 
ence of  all  farmers'  co-operative  associations  interested  in  marketing 
grain  and  live  stock  to  meet  July  23rd  and  24th,  10:00  A.  M.,  Hotel 
LaSalle,  Chicago,  Illinois. 

There  were  present  representatives  of  the  State  Co-operative  Grain 
Dealers'  Associations,  Co-operative  Live  Stock  Shipping  Associations, 
Farmers'  Unions,  Societies  of  Equity,  State  Granges  and  Farm  Bureau 
Federations,  as  well  as  the  Secretary  and  other  representatives  of  the 
United  States  Department  of  Agriculture. 

This  gathering  passed  a  motion  that  the  Chairman  appoint  a  com- 
mittee of  five  to  present  resolutions  for  the  considei'ation  of  those  in 
attendance. 

The  committee  brought  in  the  following  resolutions: 

Report  of  Grain  Committee 

"RESOLVED,  That  we  recommend  that  the  Chairman  of  this  Con- 
vention appoint  a  permanent  committee,  not  to  exceed  seventeen  mem- 
bers, representing  the  various  organizations  interested  and  with  the  con- 
sent and  approval  of  such  organizations,  to  consider,  formulate,  and 
submit  hereafter  for  consideration,  a  definite  plan  of  organization 
whereby  all  organizations  of  grain  producers  can  conduct  co-operative 
grain  marketing  through  one  or  more  central  organizations  or  grain 
exchanges,  or  such  other  solution  of  the  co-operative  marketing  problem 
as  may  be  approved  by  such  committee,  and  that  each  organization  or 
interest  represented  shall  bear  the  expenses  of  its  own  delegate  or  com- 
mittee members.  That  when  this  committee  is  ready  to  report,  copies 
of  this  report  shall  be  sent  to  each  organization,  and  the  Chairman  of 
the  American  Farm  Bureau  Federation  shall  call  a  conference  of  accred- 
ited delegates  of  such  organizations  with  power  to  act,  to  whom  such 
plan  shall  be  submitted  for  adoption  or  rejection. 

'RESOLVED,  further,  That  we  believe  that  true  co-operation  will 
furnish  the  solution  of  the  grain  marketing  problems  of  this  country, 
and  further  that  we  earnestly  suggest  that  the  Commission  investigate 
the  application  of  co-operative  principles  to  the  problems  of  grain  mar- 
keting, and  cover  the  same  in  its  forthcoming  report  upon  grain  condi- 
tions in  the  United  States;  that  in  our  opinion  no  report  upon  this  sub- 
ject will  be  complete  without  consideration  of  co-operative  principles  as 
applied  to  marketing." 

C.    H.    GUSTAFSON,    Chairman, 

Lincoln,  Nebr. 
BENJAMIN  DRAKE,  Secretary, 

Minneapolis,    Minn. 

A.  L.    I/IIDDLETON, 

Eagle   Grove,   Iowa. 

J.  C.  SAILOR, 

Cisna  Park,  111. 

B.  NEEDHAM, 

Lane,    Kans. 


The  Grain  Marketing  Plan  of  the  Farmers 
Marketing  Committee  of   Seventeen 


The  Farmers  Marketing  Committee  of  17,  after  six  months  inten- 
sive study  of  grain  distribution  and  marketing  has  worked  out  a  grain 
marketing  plan  to  submit  to  the  grain  growers  of  the  United  States. 

This  plan  will,  in  the  opinion  of  the  committee,  eliminate  waste  in 
distribution,  excess  freight  charges,  provide  for  orderly  marketing  and 
more  stable  prices,  and  add  materially  to  the  net  returns  to  the  grower 
without  increasing  the  price  to  the  consumer.  Grain  selling  will  be 
concentrated  in  the  hands  of  a  national  sales  association,  with  member- 
ship and  voting  control  limited  to  actual  grain  growers.  This  sales 
association  will  establish  branch  offices  at  all  principal  grain  markets, 
including  seats  on  boards  of  trade  if  they  are  found  to  be  desirable. 
It  will  establish  a  complete  system  of  gathering  and  interpreting  sta- 
tistics of  world  conditions  affecting  supply  and  demand.  It  will  pro- 
vide adequate  means  for  financing  orderly  grain  marketing  through  a 
subsidiary  finance  corporation.  A  subsidiary  warehouse  corporation 
will  provide  terminal  and  district  warehouses  with  cleaning  and  con- 
ditioning machinery.  An  export  corporation,  also  a  subsidiary  of  the 
national  sales  association,  will  find  foreign  outlets  for  surplus  grain. 
All  money  received  for  grain,  less  operating  and  handling  costs,  will 
be  returned  to  the  growers. 

The  best  features  of  all  successful  co-operative  marketing  com- 
panies have  been  included  in  the  new  marketing  plan,  in  the  opinion 
of  the  committee.  The  plan  makes  no  attempt  to  put  grain  marketing 
at  once  on  a  nation-wide  pooling  basis,  but  provides  means  for  the  de- 
velopment and  extension  of  pooling  as  experience  proves  its  adaptability 
to  the  grain  business. 

There  are  three  fuiidaiiuMital  elements  in  the  proposed  grain  mar- 
keting system : 

1.  The  grain  gi-owcr.  , 

2.  The  local  co-operative  elevator  company  or  grain  growers'  asso- 
ciation. 
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3.     The  central  sales  association. 

The  term  "grain  grower"  includes  any  person  who  raises  grain, 
and  any  land  owner  who  receives  all  or  part  of  his  rent  in  grain.  To 
become  a  member  of  the  proposed  grain  marketing  organization,  the 
grain  grower  must  do  two  things : 

1.  Join  the  national  sales  association,  paying  the  membership  fee, 
which  will  probably  be  $10  for  a  permanent  membership. 

2.  Sign  a  contract  to  deliver  all  of  his  surplus  grain  to  the  local 
elevator  company  or  grain  growers'  association,  for  a  period  of  prob- 
ably five  years. 


How  Grain  Is  Handled. 

The  surplus  grain  of  the  members  in  a  given  locality  may  be 
handled  in  any  one  of  two  ways,  as  the  members  may  decide, 

1.  It  may  be  handled  by  the  local  co-operative  elevator  company 
or  grain  grx)wers'  association  just  as  at  present — by  purchase  from 
members  or  by  shipping  for  them  on  consignment, 

2.  It  may  be  pooled.  In  such  cases  the  directors  of  the  elevator 
company  or  grain  growers'  association  will  sell  the  grain  at  such  time 
as  seems  most  advantageous,  and  at  the  expiration  of  the  pooling  pe- 
riod, will  return  to  each  grower  the  average  price  received  for  the 
grain  of  his  kind,  variety  and  grade,  less  cost  of  handling.  Pools  may 
cover  any  period  of  time  up  to  one  year. 


Farmers'  Elevators  Basic  Part  of  Plan. 

The  local  co-operative  elevator  companies,  which  have  been  so  suc- 
cessful in  solving  the  grain  marketing  problem  locally,  are  to  be  re- 
tained as  a  basic  part  of  the  new  grain  marketing  system. 

In  order  for  an  elevator  company  to  become  an  integral  part  of 
this  grain  marketing  system,  however,  it  must  be  truly  co-operative 
and  owned  by  members  of  the  National  Sales  Agency.  A  reasonable 
time  will  be  allowed  for  elevator  companies  to  make  readjustments 
necessary  to  meet  these  requirements. 
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In  case  an  elevator  company  does  not  meet  the  requirements  within 
the  time  allotted,  and  in  localities  where  there  is  no  farmers'  elevator 
compan}',  the  members  of  the  national  sales  association  in  a  given  local- 
ity will  organize  themselves  into  a  local  grain  growers'  association. 
This  association  may  then  provide  for  the  handling  of  its  grain  in  any 
one  of  the  following  ways : 

1.  It  may  contract  with  a  local  farmers'  private  or  line  elevator 
to  receive  its  grain  and  load  it  for  shipment  for  a  handling  charge 
mutually  agreed  upon. 

2.  It  may  rent  an  elevator. 

3.  It  mav  build  or  buv  an  elevator. 


Elevator  Company  Contracts  With  Sales  Association. 

The  relations  of  the  local  farmers"  elevator  company  or  grain  grow- 
ers' association  to  the  grain  grower  have  been  explained.  Its  relation 
to  the  central  sales  association  will  be  as  follows : 

1.  It  will  sign  a  contract  with  the  central  sales  association,  agree- 
ing to  deliver  all  grain  received  from  those  farmers  who  are  members 
of  the  national  sales  agency  to  that  sales  agency  for  sale,  for  a  period 
of  probably  five  years. 

2.  It  may  ship  its  grain  to  the  central  sales  association  on  consign- 
ment, in  which  case  determination  of  time  and  place  of  sale  will  rest 
with  the  local  elevator  company  or  grain  growers'  association.  The 
sales  association  will  sell  the  grain  to  the  best  possible  advantage,  when 
received,  and  remit  the  proceeds,  less  selling  costs,  to  the  local  eUn'ator 
company  or  grain  growers'  association. 

3.  It  may  ])()ol  its  grain  with  the  grain  of  one  or  more  other  simi- 
lar farmers'  elevators  or  grain  growers'  associations.  Such  pools  in;iy 
cover  any  desired  territory',  time,  and  kind  of  grain.  All  pools  involv- 
ing more  than  one  locality  will  be  under  the  direction  and  management 
of  the  central  sales  association  and  the  time  and  place  of  sale  will  be 
determined  by  that  association,  provided  our  committee  of  attorneys 
will  endorse  that  as  legal.  Money  for  advance  payment  on  ]>ooled 
grain  will  be  furnished  by  the  sales  association.  When  all  the  grain  in 
any   pool   is  sold,  the  balance  due  the  local   t^h'vator  company   (U*  grain 
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growei's'  association  will  be  paid  to  it,  based  on  the  average  price  re- 
ceived for  that  kind,  variety  and  grade,  and  less  necessary  handling 
and  selling  costs. 

The  Board  of  Directors. 

The  central  sales  association  will  be  governed  by  a  board  of  direc- 
tors, the  niunber  of  which  has  not  yet  been  decided  upon.  These 
directors  will  hire  a  manager,  department  heads  and  other  employees, 
and  will  direct  the  business  policies  of  the  association.  Directors  will 
be  elected  as  follows : 

1.  Each  local  community  will  elect  one  delegate  for  each  100  mem- 
bers or  major  fraction  thereof.  These  delegates  will  represent  the  mem- 
bership at  an  annual  meeting  to  be  held  in  each  congressional  district. 

2.  The  congressional  district  meeting  will  elect  one  delegate  to  the 
annual  national  meeting.  This  delegate  will  cast  one  or  more  votes  at 
the  national  meeting,  depending  either  on  the  number  of  members  rep- 
resented or  the  amount  of  surplus  grain  produced,  or  both. 

3.  The  national  meeting  will  elect  the  board  of  directors  of  the 
national  sales  association. 

A  Non-Profit,  Non-Stock  Organization. 

The  sales  association  will  be  a  non-profit,  non-capital  stock  organ- 
ization. All  money  received  from  the  sale  of  grain  will  be  returned  to 
the  growers  through  the  local  elevator  company  or  grain  growers'  asso- 
ciation, less  the  cost  of  operation. 

The  sales  association  will  have  the  following  departments,  and  others 
if  the  directors  so  decide : 

1.  Research  and  statistics.  It  will  be  the  purpose  of  this  depart- 
ment to  collect  in  the  most  complete  and  thorough  manner  possible, 
information  about  all  world  conditions  affecting  the  supply  of  grain 
and  the  demand  for  it. 

2.  Organization. 

3.  Publicity, 

Subsidiary  Companies. 

The  sales  association  will  have  authority  to  establish  branch  offices, 
to   organize   such   subsidiary   corporations   as   its    directors    may   deem 
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necessary,  and  control  such  subsidiaries  through  the  ownership  or  con- 
trol of  the  voting-  stock  or  otherwise.  The  most  essential  of  these  sub- 
sidiary corporations  are  as  follows: 

1.  Warehousing  corporation.  To  own  or  lease  terminal  and  other 
elevators  and  the  necessary  equipment. 

2.  Export  corporation.     To  handle  grain  for  export. 

3.  Finance  corporation.  This  corporation  will  probably  not  do  a 
general  banking  business.  Its  principal  function  will  be  to  accept 
warehouse  receipts,  issue  its  own  short  time  notes  against  them,  and  so 
provide  funds  to  help  finance  the  whole  grain  marketing  system. 

4.  Selling  companies.  To  acquire  seats  on  grain  exchanges,  and 
to  dispose  of  grain  thereon  in  the  usual  way.  Legislation  to  open  these 
exchanges  to  farmers'  companies  is  now  being  pushed  in  several  states, 
with  the  backing  of  the  Committee  of  17. 

Practically  every  feature  in  the  proposed  plan  has  stood  the  test 
of  experience  in  one  or  more  successful  farmers'  marketing  organiza- 
tions. The  committee  realizes  keenly  that  there  are  many  problems 
in  grain  marketing  that  are  not  found  in  the  marketing  of  other  com- 
modities. It  realizes  just  as  keenly  the  value  of  previous  co-operative 
marketing  experience,  and  has  crystalized  that  study  into  a  plan  which 
it  believes  will  prove  more  efficient  than  would  any  plan  transplanted 
bodily  from  some  other  section  or  industry  to  the  grain  belt  of  the 
United  States. 

Advantages  of  Committee's  Plan. 

Some  of  the  special  advantages  of  this  plan  are  as  follows: 

1.  It  does  not  scrap  the  existing  system  of  farmers'  eo-oix'rative 
elevators  but  makes  them  an  integral  jiart  of  the  grain  marketing  iilan. 

2.  It  will  not  be  necessary  to  secure  contracts  covering  a  large 
percentage  of  the  grain  of  the  United  States  before  the  sales  associa- 
tion can  begin  to  operate. 

3.  Grain  can  be  handled  at  first  with  almost  no  change  in  present 
methods.  While  the  greatest  results  will  not  come  until  later,  when  a 
large  portion  of  the  grain  is  under  the  direction  of  the  national  sales 
agency,  the  immediate  benefits  will  be  great.  Fanners  will  \h-  on  the 
inside  of  the  grain   marketing  system,   instead   oj"  outside.      Tliev    will 
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be  able  to  make  their  influence  felt  at  once  in  minimizing  and  finally 
eliminating  the  unfair  practices  which  work  so  greatly  to  their  disad- 
vantage. B}'  directing  grain  movement  over  the  shortest  and  cheapest 
routes  a  tremendous  saving  in  freight  and  other  handling  charges 
can  be  made. 

4.  A  way  is  provided  for  the  development  of  grain  pooling  as 
rapidly  as  this  is  found  to  be  desirable,  without  staking  the  success  of 
the  movement  on  a  rigid  pooling  plan  without  other  alternatives. 

5.  Financial  difficulties  are  guarded  against  by  the  provisions  for 
a  strongly  financed,  farmer-owned  finance  corporation. 

6.  The  success  of  the  plan  is  not  dependent  on  special  or  class  leg- 
islation. 

Questions  About  the  Plan. 

Q.  \Yhat  is  the  next  step  in  putting  the  proposed  plan  into  opera- 
tion? 

A.  A  meeting  of  representatives  of  farmers'  organizations  for  the 
25  leading  grain-producing  states  has  been  called  for  April  6  at  Chi- 
cago, 111.  The  basis  of  representation  is  given  in  a  table  on  page  16. 
There  will  be  107  voting  delegates.  These  delegates  will  vote  to  ac- 
cept or  reject  the  plan.  If  the  plan  is  accepted,  an  organization  com- 
mittee with  full  power  to  act  will  be  elected.  This  organization  com- 
mittee will  direct  the  organization  and  operation  of  the  association  until 
a  certain  minimum  number  of  members  has  been  secured,  at  which 
time  a  board  of  directors  will  be  elected. 

Q.  Will  the  national  sales  association  be  in  position  to  handle  the 
1921  crop  of  grain? 

A.  That  depends  on  the  rapidity  with  which  the  work  of  organ- 
ization progresses.  The  committee  hopes  that  at  least  part  of  the  1921 
crop  can  be  handled  under  the  new  plan. 

Q.     What  becomes  of  the  grain  growers'  $10  membership  fee? 

A.  Part  of  it  will  go  for  organization  expenses,  part  of  it  to  pay 
the  expense  of  establishing  the  national  sales  association  and  getting  it 
into  operation,  and  part  to  purchase  common  stock  in  the  warehousing 
corporation  and  other  subsidiaries,  such  stock  to  be  held  by  the  national 
sales  association  and  voted  by  its  directors. 
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Q.     What  sort  of  a  contract  must  the  grain  grower  sign? 

A.  A  contract  by  which  he  agrees  to  sell  all  his  surplus  grain  to 
or  through  his  local  co-operative  elevator  company  or  grain  growers' 
association  for  a  period  of  probably  five  years. 

Q.     What  is  meant  by  surplus  grain? 

A.  All  grain  not  kept  for  seed,  for  feeding  on  the  farm  or  for 
grinding  into  flour  for  his  own  use. 

Q.  Can  the  grain  grower  sell  his  grain  to  a  seed  company  or  to 
a  .  local  mill  ? 

A.  Yes,  by  receiving  permission  to  do  so  from  his  local  elevator 
company  or  grain  growers'  association.  He  cannot  do  so  without  per- 
mission, as  this  would  open  the  way  to  unfair  competition  by  interests 
antagonistic  to  the  co-operative  grain  marketing  movement. 

Q.     Can  the  grain  grower  deliver  his  grain  when  he  pleases? 

A.  As  already  cnlained.  the  grain  growers  in  each  locality  will 
decide  whether  to  sell  directly  to  the  elevator  as  today  or  to  pool.  If 
the  grain  is  being  handled  under  the  first  method,  the  grower  can  bring 
in  the  grain  when  he  pleases,  providing  the  elevator  has  space  to  re- 
ceive it  or  cars  in  which  to  load  it.  The  farmer  uses  his  own  judg- 
ment as  to  tbe  best  tiire  to  sell. 

Q.  If  the  elevator  company  is  buying  grain  outright  from  mem- 
bers, wliat  price  will  be  paid? 

A.  The  going  market  price  just  as  at  present.  Any  excess  profits 
accumulated  by  the  ehn^ator  company  will  be  prorated  back  to  the 
grower  as  a  patronage  dividend,  just  as  is  done  now  by  co-operative 
elevator  companies. 

Q.     What  is  meant  by  a  local  pool. 

A.  The  local  pool  is  simph"  a  ilieans  of  centralizing  the  selling  re- 
sponsibility and  giving  each  grower  the  average  price  received  for 
grain  of  his  kind  and  grade. 

Suppose  the  grain  growers  around  Podunk.  HI.,  decide  to  handle 
their  wheat  in  a  pool.  When  a  grower  delivers  his  wheat  he  will  be 
given  a  receipt  for  so  many  bushels  of  a  given  grade.  He  will  also 
receive  an  advance  payment  of  so  many  cents  a  bushel — probably  from 
50  to  75  per  cent  of  lis  value. 
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A  separate  account  will  be  kept  of  each  grade.  The  wheat  will 
be  sold  at  various  times  throughout  the  year,  according  to  the  judg- 
ment of  the  manager  or  the  board  of  directors.  When  all  the  No.  2 
wheat  is  sold  the  handling  charges  will  be  deducted  and  the  balance 
of  so  many  cents  a  bushel  paid  back  to  the  growers.  The  same  thing 
will  be  true  of  the  other  grades.  Instead  of  waiting  until  all  the  wheat 
is  sold  to  pay  the  grower  the  balance  of  his  mone,y,  it  maj^  be  paid  in 
several  installments  throughout  the  year  as  the  wheat  is  disposed  of. 

Q.     AVhen  will  the  pooled  grain  be  delivered  to  the  elevator? 

A.  At  such  time  as  the  board  of  directors  may  decide.  An  extra 
price  of  perhaps  a  cent  a  bushel  per  month  or  whatever  the  local 
elevator  company  or  growers'  association  shall  determine  to  be  reason- 
able, will  be  given  growers  who  hold  back  their  grain  to  pay  them  for 
the  expense  and  inconvenience  of  doing  so.  If  the  grain  growers'  asso- 
ciation so  decides,  it  may  take  in  all  the  grain  early  in  the  season  and 
ship  it  to  terminal  elevators  for  storage  or  it  may  build  storage  ware- 
houses at  the  local  station  to  care  for  it. 

Q.     "What  are  the  advantages  of  the  local  pool? 

A.  Each  grower  receives  the  same  price  for  the  same  kind  and 
quality  of  grain.  It  will  in  all  probability  increase  the  average  price 
received  by  the  growers  of  a  locality,  because  it  will  be  under  the  con- 
trol of  the  board  of  directors  or  manager  instead  of  a  hundred  or  more 
individual  farmers,  and  so  can  be  distributed  better  throughout  the 
year  and  sold  more  favorably,  instead  of  glutting  the  market  as  hap- 
pens so  eonstantlj^  at  the  present  time. 

Q.  Where  will  the  elevator  company  get  the  money  to  make  ad- 
vance payments  on  pooled  grain? 

A.  A  plan  will  be  provided  for  the  issuance  of  warehouse  receipts 
covering  grain  stored  at  the  local  station  or  at  terminals.  These  ware- 
house receipts  can  be  used  for  collateral  at  local  lianks  or  with  the 
finance  corporation. 

Q.  Does  the  central  sales  association  have  anything  to  say  about 
the  time  and  place  of  sale,  of  grain  pooled  localh'? 

A.  No,  except  in  an  advisory  way  by  furnishing  information  as  to 
market  conditions.  The  selling  authoritj^  is  in  the  hands  of  the  local 
manager  or  board  of  directors.  The  sales  association  simph^  acts  as  a 
commission  house,  making  the  sale  to  best  advantage  when  ordered  to 
do  so. 
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Q.  What  is  meant  by  a  local  elevator  company  being  truly  co-op- 
erative ? 

A.  The  committee  has  adopted  a  set  of  requirements  which  an 
elevator  company  must  meet  in  order  to  be  considered  trulj^  co-oper- 
ative, insofar  as  it  can  do  so  under  the  laws  of  the  state  in  which  it 
is  incorporated.     These  requirements  in  brief  are  as  follows : 

1.  Each  stockholder  can  have  one  vote. 

2.  Each  stockholder  can  own  only  a  limited  amount  of  stock. 

3.  Dividends  on  stock  must  be  limited  to  a  reasonable  rate. 

4.  The  balance  of  the  earnings  above  cost  and  surplus  funds  must 
be  distributed  as  patronage  dividends. 

5.  No  prox3"  voting  may  be  allowed. 

6.  Ownership  of  common  stock  must  be  limited  to  grain  growers. 

7.  Stock  must  be  available  for  sale  to  any  grain  grower  in  the 
communitj-  who  wishes  to  become  a  stockholder. 

Co-operative  elevator  companies  may  also  be  organized  as  non-stock 
non-])r()fit  associations. 

Q.  What  will  happen  in  case  the  local  farmers'  elevator  company 
cannot  or  will  not  meet  these  requirements? 

A.  If  it  does  not  do  so  within  a  reasonable  time,  and  in  communi- 
ties where  there  is  no  farmers'  elevator  company,  the  members  of  the 
national  sales  association  will  join  together  in  a  local  grain  growoi-s' 
association. 

Q.  What  will  be  the  relation  of  the  association  lo  tlie  local  fanners' 
elevator  company? 

A.  Whatever  the  uiembtTs  decide.  Tlicy  can  contract  with  the 
elevator  company,  or  with  a  pi-ivate  elevator  coiiipan\-.  to  receive,  store 
and  load  their  grain  foi-  a  sjx'cified  charge.  Tlic>  may.  it"  they  prcftM- 
rent,  buy  or  build  an  el(»vatoi-  of  their  own. 

Q.  What  (jcx's  the  co-operative  elevator  conii)any  oi*  gi-ain  growers' 
association   (h)  with   its  i:rain? 
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A.  It  is  under  contract  to  sell  it  through  the  national  sales  asso- 
ciation. In  case  the  local  companj-  buys  the  grain  outright  from  mem- 
bers, ships  on  consignments,  or  handles  the  grain  in  a  local  pool,  the 
national  sales  association  acts  as  a  commission  house  only. 

Q.  Is  there  any  way  in  which  the  national  sales  association  can 
control  the  time  and  place  of  selling  grain? 

A.  Yes.  Am'  two  or  more  local  co-operative  elevator  companies 
or  grain  growers'  associations  may  decide  to  combine  their  grain  in  a 
pool  that  includes  more  than  one  locality.  The  control  and  disposition 
of  all  such  pools  is  in  the  hands  of  the  national  sales  association.  Ad- 
vance payments  are  made  by  it,  the  grain  is  sold  to  the  best  possible 
advantage,  and  the  proceeds,  less  selling  and  handling  costs,  returned 
to  the  local  companies. 

Q.     How  will  the  new  marketing  plan  stabilize  prices? 

A.  It  will  not  do  so  all  at  once.  In  time  it  will  very  largely  wipe 
out  daily  and  weekly  fluctuations,  and  minimize  monthly  and  yearly 
fluctuations  so  that  they  will  be  slow  and  gradual,  accurately  reflecting 
world  conditions  of  supply  and  demand. 

The  most  important  means  of  stabilizing  the  price  of  cash  grain 
is  to  stabilize  the  movement.  If  cash  buyers  want  a  million  bushels  of 
grain  today  and  a  million  bushels  is  offered  for  sale,  the  price  will  not 
change.  If  a  million  and  a  quarter  bushels  is  offered  the  bottom  goes 
out  of  the  market. 

Under  the  proposed  plan  the  grain  growers  in  any  community  may 
pool  their  grain  with  that  of  their  neighbors  in  the  same  community. 
Advances  which  will  be  made  on  the  pooled  grain  will  relieve  the 
financial  pressure  which  often  forces  farmers  to  sell  on  an  unfavorable 
market.  The  time  of  selling  the  grain  will  be  determined  by  the  direc- 
tors or  manager  of  the  local  elevator  company.  It  is  logical  to  sup- 
pose that  they  will  distribute  it  more  evenly  than  two  hundred  farmers 
acting  individually  could  do.  They  will  not  rush  the  grain  all  to 
market  at  once,  and  they  will  avoid  selling  on  a  glutted  market.  Thus 
they  will  help  to  stabilize  the  movement  and  consequently  the  price. 

They  will  have  important  help  from  the  statistical  department  of 
the  sales  association.  This  department  will  gather  facts  about  supply 
and   demand    from   every   source   and    from   all   over   the   world.      Its 
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trained  experts  will  interpret  these  facts.  This  information  will  be 
furnished  to  each  local  elevator  company  by  mail  and  wire.  It  will  be 
accurate,  unbiased  information,  not  colored  in  the  interest  of  the 
speculator. 

As  a  final  step,  the  committees'  plan  provides  for  larger  pools 
whenever  the  grain  growers  in  any  territory  want  them.  The  disposi- 
tion of  these  larger  pools  will  be  in  the  hands  of  the  central  sales  asso- 
ciation. The  grain  can  be  routed  to  the  best  markets,  and  offered  only 
as  rapidly  as  the  market  will  take  it  without  depressing  prices  unduly. 

The  plan  is  an  elastic  one.  It  does  not  start  in  a  revolutionary  way, 
in  fact,  it  will  start  operating  with  little  change  from  present  methods. 
It  provides  a  gradually  increasing  control  over  distribution  and  for 
the  collection  of  information  on  which  that  control  must  be  based.  It 
will  have  a  stabilizing  influence  on  prices  from  the  start,  and  that  in- 
fluence will  increase  rapidly  until  most  of  the  fluctuation  has  been 
eliminated. 

Q.  How  will  the  new  plan  eliminate  speculation  in  grain  if  the 
sales  association  operates  on  the  present  grain  exchanges? 

A.  One  great  advantage  of  the  Committee's  plan  is  that  it  can  be 
put  into  operation  almost  at  once,  without  waiting  to  get  any  large 
percentage  of  the  grain  of  the  country  under  contract.  The  easiest 
way  to  start  will  be  to  go  into  the  present  grain  exchanges,  where  cash 
buyers  are  in  the  habit  of  coming,  and  meet  them  there.  The  farm- 
ers' sales  association  will  at  first  have  no  particular  influence  over  the 
rules  and  conduct  of  these  markets.  If  farmers  back  their  organiza- 
tion, however,  it  will  not  be  long  before  the  farmers'  association  will 
handle  a  large  enough  volume  of  grain  to  become  a  dominating  factor 
on  the  market.  The  farmers'  association  will  sell  only  to  cash  buyers. 
It  will  not  speculate,  and  will  not  sell  grain  to  speculators.  As  soon 
as  a  large  enough  volume  of  grain  is  going  through  the  farmers'  asso- 
ciation, the  hazards  of  purely  speculative  trading  will  be  so  greatly 
increased  that  there  will  be  no  joy  in  it  any  more.  It  is  quite  likely 
that  in  time  the  grain  exchanges  will  become  cash  markets  only,  with 
most  of  the  grain  handled  by  the  farmers'  association  and  witli  s]ioou- 
lative  trade  eliminated  entirely. 

Q.     What  are  the  chief  objects  of  the  entire  movement? 

A.  To  permit  tlie  fanner  to  own  and  control  the  agencies  for  mar- 
keting his  own  grain,  and  to  cause  a  more  even,  orderly  sliipnient  of 


14 


GRAIN   MARKETING   PLAN 


grain  to  market ;  thereby  eliminating-  middlemen  and  speculators,  so 
far  as  possible,  and  preventing  gluts  in  the  market,  and  the  violent 
fluctuations  in  marketing  prices  existing  today. 

Note.  N.  B.  Please  keep  in  mind  that  the  Committee  of  Seventeen, 
after  receiving  the  report  of  the  Attorneys  who  will  survey  the  con- 
tracts and  other  details  of  the  plan  as  outlined  may  find  it  necessary  to 
deviate  in  some  respects  from  the  above  outline. 


Announcement  of  the 
Farmers'   Marketing  Committee  of  Seventeen. 

The  Farmers"  Marketing  Committee  of  Seventeen  announces  tliat  ar- 
rangements have  been  made  for  calling  meetings  in  the  various  grain  pro- 
ducing states  to  be  attended  by  representatives  of  farm  organizations  in 
each  state  interested  in  the  co-operative  marketing  of  grain.  These  meet- 
ings have  been  called  for  the  purpose  of  selecting  delegates  from  each 
state  to  attend  a  conference  to  be  held  at  the  La  Salle  Hotel,  Chicago,  Illi- 
nois, on  April  6th,  1921,  for  the  purpose  of  ratifying  "The  Plan"  for  the 
national  marketing  of  grain  co-operatively  which  was  adopted  by  the  Farmers' 
Marketing  Committee  of  Seventeen  at   Kansas   City,  February   17th,   1921. 

The  state  meetings  are  all  scheduled  for  10:00  A.  M.,  and  will  be  held  on 
the  dates  and  at  the  places  listed  below.  These  meetings  will  be  attended 
by   members  of   the   Committee  of   Seventeen,   as   indicated: 


Date  of 
Meeting 


March   14 


New   Central  Hotel, 
Jefferson    City,    Mo. 


Members  of  Coiiiinittee 
of 
Seventeen  Attending 

P.    E.    Donnell 
.^.    .-.    <Justat'.son 
Vs'illiam    Hirth 
C.    H.    Hyde 


March  14 
March  15 
March  15 


Leland    Hotel, 
Springfield,   111. 


National   Hotel, 
Topeka,    Kansas. 

Claypool    Hotel, 
Indianapolis,    Ind. 


f  AV.    a.    Eckhardt 
I  C.    V.    Gregory 
[  A.   L.    Mlddleton 

r  John    L.    Boles 
I  C.  H.  Hyde 
[  Ralph  Snyder 

{  F.   Myers 

i  C.   V.    Gregory 

I  A.    L.    Mlddleton 


March   16 

March  16 
March  17 
March  17 
March   19 


Deschler  Hotel. 
Columbus,    Ohio. 


Huckins   Hotel. 
Oklahoma    City.    Okla. 


Kerns   Hotel, 
Lansing,    Mich. 


"Westbrook    Hotel. 
Fort    W'orth,    Texas. 


Albany    Hotel, 
Denver,    Colorado. 


F.   Myers 
C.  V.   Gregory 
A.   L.   Mlddleton 
L.   J.   Taber 

C.     H.     Hyde 

5  C.   V.   Gregory 
)  L.    J.    Taber 

J  C.    H.    Gustafson 
(  C.   H.   Hyde 


J  C. 
I  C. 


Gustafson 
Hyde 
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Date  of 
Meeting 

March   21 


March  21 
March  22 
March  22 
March   23 

March  23 
March  24 
March   26 


Park    Hotel. 
Madison,    Wisconsin. 


Lincoln    House, 
Lincoln,    Nebraska. 


St.  Paul    Hotel, 

St.   Paul,    Minnesota. 


Savery   Hotel. 
Des   Moines.    Iowa. 


Gardner    Hotel, 
Fargo,    North    Dakota. 


Carpenter    Hotel, 

Sioux    Falls,    South    Dakota. 

Davenport  Hotel, 
(a)  Spokane,    Washington. 

Fergus    Hotel. 
Lewistown,    Mont. 


Meinliers  of  Committee 

of 

Seventeen  Attending: 

J  J.    M.    Anderson 
1  C.    V.    Gregory 


C.   H.   Gustafson 
C.    H.    Hyde 
A.   L.   Middleton 
Clifford  Thorne 


J  J. 


M.  Anderson 
V.    Gregory 


C.  H.  Gustafson 
A.  L.  Middletoa 
Clil¥ord  Thorne 
Frank    Myers 

I  J.  M.  Anderson 
\  C.    V.    Gregory 

C.  H.  Gustafson 
Don    Livingston 
A.    L.    Middleton 
Clifford    Thorne 

W.  G,   Eckhardt 

(  J.   M.   Anderson 
X  W.    G.    Eckhardt 


Arrangements  for  meetings  in  the  following  states  will  be  announced 
later:    California,  Pennsylvania,  Maryland,  Tennessee,  Kentucky  and  Virginia. 

At  the  above  meetings  each  state  will  select  the  number  of  delegates 
shown  in  the  schedule  below  for  the  Ratification  Conference.  These  dele- 
gates have  been  apportioned  among  the  states  on  the  following  basis:  Each 
state  will  have  one  delegate  at  large  and  one  additional  delegate  for  each 
$15,000,000  or  major  portion  threof,  of  grain  marketed  during  the  past  ten 
years.  The  schedule  shows  the  states  arranged  according  to  the  average 
value  of  grain  marketed  annually  during  the  past  ten  years  and  the  number 
of  delegates  eligible  from  each   state. 


NOTE    (ai).     Organizations   in   Idaho  and   Oregon   arc   requested   to   have   their 
representatives   attend    the    meeting    at   Spokane,    Washington,    March    24,    1021. 
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Ave.  value 

of  vrmin 

marketed 

Rank  State  annually 

1  Illinois     $188,354,772 

2  Iowa     126,195,758 

3  Kansas    102,096,426 

4  Nebraska    96,134,648 

5  Indiana    84,903,075 

6  North     Dakota 82,017,778 

7  Minnesota    81,985,088 

8  South    Dakota 79,513.369 

9  Ohio     61,162,383 

10  Missouri    44,283,290 

11  Oklahoma     42,346.284 

12  Washington     37,466.342 

13  Texas     26,556.140 

14  Michigan     23,013,018 

15  California     22,312,851 

16  Pennsylvania     20,823,796 

17  Montana      18,665,269 

18  Oregon    17,226.235 

19  Idaho      16,614,542 

20  Wisconsin    16,238,981 

21  Maryland    15.183,584 

22  Tennessee      14,712,975 

23  Virginia    12,738,715 

24  Colorado     12,699,584 

25  Kentucky      11,276,852 


Xo.  of  delegates 

alloted 

on  basis 

of  grain 

marketed 

13 


Delegates 

at 

large 

1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 


Total 

\o.  of 

delegates 

alloted 

14 

9 

8 

7 

7 

6 

6 

6 

5 

4 

4 

3 

3 

3 

2 

2 

2 

2 

2 

2. 

2- 

2: 

2 


Total  Delegates 82 
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The  above  figures  representing  average  value  of  grain  marketed  annually 
by  states  have  been  compiled  from  figures  published  in  reports  of  the  United 
States   Department   of  Agriculture. 
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Committee  of  Seventeen 


Chairman 
C.  H.  GUSTAFSON,  Farmers'  Union,  Lincoln,  Neb. 

Vice  Chairman 
A.  L.  MIDDLETON,  Farmers'  National  Grain  Dealers,  Eagle 
Grove,  la. 

Treasurer 
WM.    G.    ECKHARBT,    Illinois    Agricultural    ^^sn.,    130    N. 
Wells  St.,  Chicago,  IB. 

J.  M.  ANDERSON,  Equity  Co-operative  Exchange,  St.  Paul,  Minn. 

C.  A.  BINGHAM,  Farm  Bureau,  Lansing,  Mich. 

P.  E.  DONNELL,  Farmers'  Grain  Dealers'  Association  of  Missouri,  Waco, 
Mo. 

JOHN  L.  BOLES,  National  Farmers'  Equity  Union,  Farm  Bureau,  Liberal, 
Kans. 

C.  V.   GREGORY,  Agricultural  Editors'  Assn.,   Chicago,  lU. 

WILLIAM    HIRTH,   Missouri    Farmers'    Clubs,    Columbia,   Mo. 

C.  H.  HYDE,  Farmers'  Union,  Alva,  Okla. 

DR.  E.  F.  LADD,  Agricultural  Colleges,  Fargo,  N.  D. 

DR.  GEO.  LIVINGSTON,  U.  S.  Dept.  of  Agriculture,  Bureau  of  Markets, 
Washington,   D.   C. 

H.   R.  MEISCH,  Farmers'  National   Grain   Dealers,   Argyle,   Minn. 

RALPH  SNIDER,  Farm  Bureau,  Oskaloosa,  Kans. 

L.  J.  TABER,  Grange,  BarnesviUe,  Ohio. 

CLIFFORD    TIIORNE,    Farmers'    National    Grain    Dealers'    Association, 
Chicago,   111. 

DON    LIVINGSTON,    Director    of    Bureau    of    Markets,    South    Dakota, 
Pierre,    S.    D. 

O.  M.  KILE,  acting  secretary.  Committee  of  Seventeen. 

C.  E.  GUNNELLS,  assistant  secretary.  Committee  of  Seventeen. 


III 

O  <o 

^i 

==^-5 

LU- 

__     t/> 

>  = 

==o  ^ 

(/)  = 

z  = 

o= 

=,-i;t: 

^i 

■  >- 

<  = 

^^^^m  ri 

_i  = 
(-  = 
3  = 

z 

Q  CO 


Fan 


PLEASE  DO  NOT  REMOVE 
CARDS  OR  SLIPS  FROM  THIS  POCKET 

UNIVERSITY  OF  TORONTO  LIBRARY 


